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A Critic Assails the Discounters 


New Boole Opposes 
Methods Used by 
Cut-Rate Stores 


By ISADOBE BARMASII 

A bomb Is due to burst today 
at the feet of the nation’s dis- 
counters. It probably will not 
prove fatal, but discount retail- 
ing will probably be painfully 
picking pieces of shrapnfel out 
'of its "face” for weeks and 
months to come. 

* "The Great Discount Delu- 
sion,” by Walter Henry Nelson, 
[Is being officially published to- 
day by the David' McKay Com- 
pany in New York, but copies 
have been available in book 
.stores for at least a week. 
Charging discounters with ex- 
ploiting the public, destroying 
jnatlonal brands; and ruining 
(competition, the 237-page vol 
‘time already has been read by 
a number of leading discount- 
ers. It has left them Indignant, 
frustrated and disgusted. 

Some of Mr. Nelson's 11 
chapter titles summarize his 
conclusions: "Borax In Plgeon- 
Vllle . . . The Island of Loss in 
'a Sea of Profit . . . The Switch, 
the Nail-Down and the Spiff. .. 
Price Tags and Turkeys "... 
Cherry Picking on Main Street 
. , . . Monopoly in the Making 
f y. A Survival Kit for the Dis- 
count Jungle . . 

:■ Most significantly, discount] 
houses were charged by the au- 
thor with using "loss leaders” 
'to entice customers Into the 
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many discounters who, in actu- 
ality, have the Item "nailed 
down” so that it cannot be sold. 
And by encouraging the gulli- 
ble public to rush in for a low- 
price lure, Mr. Nelson claimed, 
discount houses create a mo- 
nopoly whereby old-established 
but legitimate businessmen are| 
forced out of existence, j vf 
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Author , Ex-Ad Manj 
Is Curious About 
Life in America 


"I’ve been a critical observer 
of the American way of life 
for many years and I've been 
curious about the whole ques- 
tion of how |1 bills can bd 
sold for 79 cents,” declared 
Walter Henry Nelson, author 
of “The Great Discount De- 
lusion,” over the weekend. 

The 37-year-old former ad-j 
vertlsing and public relations 
man was bom in Germany, j 
where his father was serving! 
In the American diplomatic] 
corps. 

"No, I wasn’t subsidized by 
any organization or Individual,” 
he said, In reply to charges 
by Indignant discounters, "to 
come up with a x book debunk- 
ing discounting. I’ve been 
around the retailing field In 
one way or another for a long 
period and so I’ve been aware 
of retail trends.” 

Mr. Nelson, a former news] 
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on which markups are Inordi- 
nately high. 

In addition, alleged Mr. Net 
son, national .brands are adver-^^^^^ ^ 

tlsed at "lbW-low" prices byjaruT f ree TAtitT"wri ter,'-was ' al sol 


at one time vice president and 
general manager of the Candy- 
gram Company, the Chicago 
company which supplied candy 
greetings through Western 
Union. Three years ago, the 
author decided to devote his 
full time to writing. "With bur 
three children,” he said, “W# 
scrounged, but tnanaged.” 

On# book - had previously 
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ISADORE BAEMASH cont.: 


‘Conn, chairman of E. J.' Kor- 
(Vettc, Inc., the nation’s leading 
discount chain, a tremendous 
vacuum must have existed for 


.'the discounters to have been 
'.able to develop an estimated 
' Jll billion iii sales In 1964, aft- 
i cr only 15 years of existence. 
j'"If tlie " discounter lives and 
flourishes It Is only because he 
1 has' won Ihe vote’ of confidence 

■ from that highest tribunal — the 
. American shopper.” 

' Replying to references In the 
Volt to a number of Instances 
: In which Korvette stores were 
/charged by civil authorities 

■ with overcharges and short 
I weight, Mr. Coan added: 

I “There are few, If any, suc- 
cessful retailers who have not, 

[ at some time or other, brushed 
>up against regulatory agencies 
Ion the local, state or national 
; level. No retailer exists who 
I has had no customer com- 
j plaints, , nor docs any retailer 
exist whose customer com- 
plaints are always handled sat- 
isfactorily. 

“In a business (l.e, Korvette), 
where almost a million items of 
j different . sizes and colors are 
| offered for sale, it must follow 
[ that there can be Instances of 
1 inaccuracy and mishandling. At 
j Korvette alone, in a normal 
week, we may transact 3 mll- 
i lion individual sales and there 
, cannot but be some errors In 
; charging — both in favor of or 
i against the customer.” 

' Sol W. Cantor, president of 
) Interstate Department Stores 
} Inc., another leading discount 
• chain which also has "con- 
I ventlonal" department stores, 
5 charged, "The great delusion Is 
! not really discounting, but Nel- 
{ son’s book itself." 

Mr. ’ Cantor said the volume 
stressed the marginal or bad 
store’s practices and could have 
M> een written . about . "sotne 
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things that any department or 
variety store in the United 
States has done at one time or 
another.” 

Discounting hits symbolized 
a “retailing revolution” char- 
acterized by a savings of 20 
per cent to 25 per cent to the 
public, due to lower cost of 
operations, faster turnover and 
a lower percentage of mark- 
downs, Mr. Cantor said. 

"Any excesses charged in the 
book are due to the business- 
man's normal enthusiasm to 
push his business," he added. 

In Interstate's discount stores, 
comparative pricing' Is not used 
because, noted /Mr. Cantor, "I 
think this leads to a problem. 
And, in my opinion, Since the 
customer is much smarter than 
we give him credit for, the day 
will come when we’ll have no 
comparative prices at all." 

The successful discounter has 
learned to sell more goods by 
the cost method of a small dol-* 
lar profit, Mr. Cantor said, 
rather than by the old-line 
method of high markup. / The 
net result, he added, is lower 
prices to the Customer. 

Apparently, noted both Mr, 
Cantor and Lester O. Naylor, 
president of Arlan's Depart 
ment Stores, Inc., another lead- 
ing discount chain, Mr. Nelson 
has generalized from the spe- 
cific. And the specific, they 
charged, has been taken from a 
few, isolated cases and during! 
a period before 1960-62, when 
the most successful discounters! 
were only beginning to coma 
into their own. ( 

Mr. Naylor, however, attrl 
buted a "small margin of truth” 
In Mr. Nelson's contentions on 
"loss leaders.” The Arlan’s ex- : 
ecutlve said, nevertheless, that 
"I know of no retailers of khy; 
kind who takes the same tatel 
of profit Art everything pn 
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emerged under the Nelson by-, 
line. It Is "Small Wonder,” a 
laudatory narration of the rise 
of the Volkswagen. The book 1 , 
[published by Little, Brown A r 
rCo., also raises critical ques* 
tlons about American automcM 
•tlve producers. - 

"I’ve always been dismayed,” 


Mr. Nelson said, , "by the 
planned obsolescence and shod* 
;dy workmanship In all too 
fnarty American oars, Too 
hi any American businessmen, 
are Interested, I think, In 
jseemlng good, rather than ln^ 
being good.” 

Mr, Nelson admitted that he 
began writing his book critical 
of discounters with a convic- 
tion that they "were mislead- 
ing the public. I wanted to 
open a lot of people’s eyes to 
the reality behind the glitter." 

Discounters have been talk- 
ing for years about the mer- 
chandising economies ■ they 
carry out, he said, "but most 
of them make their money 
through a price fix which In- 
cludes unexpectedly high mark- 
ups on goods, as well as dis- 
counted prices on other goods.” 

Asked why he did not dls- 
cUsS in hi3 book those conven- 
tional department store chains 
which have also ventured into 
discount retailing, he replied 
that he had touched on i them, 
but, , If they /chose to enter 
Into such practices ks his book 
[deplored, /'then let the shoe fit 
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